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Driving More Leads 
with HubSpot
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Help you create the 
fuel you need to 
power your 
flywheel
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Flywheel
Fuel Series
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• Learn effective methods to 
generate more leads using 
HubSpot's suite of tools and 
features, covering everything 
from content marketing to 
email campaigns and beyond

• Explore a framework that will 
help you identify opportunities 
and rate by level of effort and 
impact

• Review real-life examples and 
case studies that show these 
ideas in action
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Objectives
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Simplify Growth
With HubSpot and the expertise to use it to its full potential. 
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Buy 
HubSpot

Learn 
HubSpot

Fix 
HubSpot

Put HubSpot 
to Work

Implement 
HubSpot

- HubSpot Management -

- Marketing Support -
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Getting More Leads
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•Lead generation: The process of attracting and 
converting prospects interested in your brand, 
product, or service

First, let’s get on the same page!
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•Visitor to subscriber
•Subscriber to lead
•Lead to MQL
•MQL to SQL
•SQL to Opportunity

Lead Conversions:
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LEAD
• Qualified contacts that 

fit your ICP
• Inside or outside your 

CRM

MQL
• Contacts who 

have engaged 
with your 
marketing 
efforts but aren't 
ready to talk to 
sales

SQL
• Contacts who 

have taken 
actions that 
indicate their 
interest in 
becoming a 
paying customer

This gets really messy to define 
because it depends on your strategy. 
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•Suspect to Prospect
•Prospect to Lead
•Lead to Opportunity

Another Way to Look at It:
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ASSUMPTIONS
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•Who are your ideal customers? 
•What are their goals, pains, and aspirations? 
•What are their buying triggers?
•What info do they need to make decisions?
•How does this change throughout their journey?

You must have a solid strategy:
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Lead Gen Tools
According to HubSpot
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• Landing pages
• Forms
• Emails
• Reporting
• CRM

Features in HubSpot specifically for Lead Gen:
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Lead Generation Process
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HubSpot’s advantage is 
all of your lead gen tools 

are in one place
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Let’s talk about 17 ways 
you can use these tools to 

generate more leads!
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1. Landing Page + Lead Magnet Funnel
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1. Landing Page + Lead Magnet Funnel
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2. Pop-Up CTAs on High Traffic Pages
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2. Pop Up CTAs on High Traffic Pages
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3. CTAs for Interest/Follow Up with an Event

• Use a workflow to put people in a specific 
follow up

• in person = task to reach out to book a 
meeting if they fit our ICP

• Not this year = make sure they get our 
INBOUND recap
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4. Social Posting to Individual Profiles on LI
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4. Social Posting to Individual Profiles on LI
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5. Optimize your blogs for leads from search
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6. Use workflow templates
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7. Promo email with specific page visit
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8. Use Qualifying Questions in Your Forms

• Other ideas:
• Which best describes you? 
• Which is your biggest challenge? 
• How soon are you looking to solve 

this problem? 
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9. Use Progressive Forms to Gather More Intel

Question to ask yourself and 
your team: 

• What, if you knew it, would 
help you accelerate a lead 
toward a sale? 

• Or what would help you 
understand them better to 
nurture with the right 
content?
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10. Sync Your HubSpot Data for Ad Targeting
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10. Sync Your HubSpot Data for Ad Targeting
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11. Re-engage gray mail (unengaged contacts)
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12. Use HS forms for quizzes and lead activities

View on LinkedIn:

https://www.linkedin.com/posts/williamdeperi_hubspot-superbowl-activity-7030950279470555137-FI-_?utm_source=share&utm_medium=member_desktop
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13. Use A/B Testing in Sequences
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14. Enroll new contacts in “indoctrination” series
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14. Enroll new contacts in “indoctrination” series

Based on the information provided, what would 
help them know you faster?

In Oversubscribed, the author talks about the 7-11-
4 rule in terms of how we form connections - his 
principal focuses on time, interactions and 
locations. 

So, you need to have spent 7 hours, across 11 
interactions, in 4 locations to form a bond.
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15. Host virtual events synced with HubSpot
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15. Host virtual events synced with HubSpot

Specific follow up messages based on attendance:

Did attend – “Did you get your questions 
answered? Would you like to schedule a call with a 
HubSpot specialist?”

Did not attend – “Here are some of the key 
takeaways” – nurture and then ask for a call



© Simple Strat | Proprietary and Confidential.
40

16. Identify easy touch points for templates
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16. Identify easy touch points for templates
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17. Generate leads through reviews/referrals
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Analyzing Next Steps: Framework

Before jumping in:
1. Gather ideas – start with the question…. “How might we ______?”
2. Look at what’s working vs not working
3. Explore your current HS level vs what’s an upgrade
4. Acknowledge time and resources
5. Seek help where needed
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simplestrat.com/webinars
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Q&A
What questions can we answer? 


